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Definition of Aromatherapv 
” Aromatherapy is an ancient art using the essential oils of plants in medicine, 
spice, and perfumery. Formed in petals, leaves, roots, resin, barks, stems, seeds, 
grasses, stalks, and rinds, the essential oils are generally the part of the plant that we 
smell. The plant extracts are highly concentrated and contain the vital life force and 
consciousness of the plant. We can imagine that essential oils are like the blood of a 
plant. A distillation and evaporation process breaks the plant down into liquid form. 
It takes 4.5 millionjasmine petals to createjust 450 grams, or nearly a pound, ofits 
essential oil. The cost of a bottle of essential oils, can range from about HK$ 100 for 
10 ml oflavender oil to HK$ 600 for only 2 ml of rose oil. 
The basic use ofoils is believed to have started over three thousand years ago. 
Studies ofancient cultures have proven that the use of essential oils was evident in 
everyday life. The modem practice of aromatherapy now flourishes in France, where 
it was originated. The essential oils which power this therapeutic field are 
abundantly used in Europe and are slowly catching in the United States. Many 
scientists throughout Europe and the United States are exploring the functions ofthese � 
essential oils, looking into the once forgotten recipes and formulations. 
Uses of Aromatherapy 
It is because of their therapeutic value, many essential oils are used to modify 
immune responses, treat a wide range of infections, and to stabilize moods and 
emotions. Some examples of oils and their uses include: lavender for boosting the 
immune system; tea tree as an antiseptic; sandalwood for healing emotional trauma; 
cypress for slimming; and eucalyptus for a stuffy nose. They may be used for their 
medical, psychological or esthetic benefits. However, the application of essential 
oils for skin care has become an aromatherapy mainstay. 
Aromatherapy is not a substitute for traditional medical care. It is an holistic 
therapy that looks not just at the symptoms, but at the body and life as a whole. It 
works with the entire being and the body to naturally encourage healing and health .. 
It can be applied in many ways, such as massage, bath, putting several drops in a 
vaporizer or burners, etc. It stimulates the respiratory and lymphatic system of the 
human body to attain desired results, e.g. reduce stress, relieve muscle fatigue, remove 
insomnia, maintain moisture level of the skin, etc. If people breathe in essential oils 
by burning them in vaporizer or putting few drops in bath, the five million neurons in 
the nose catch an odor and send a message directly to the brain limbic system. As 
the limbic system is directly connected to the parts of the brain that control heart rate, 
blood pressure, breathing, memory, stress levels, and honnone balance, scientists have 
learned that oil fragrances may be one of the fastest ways to bring about physiological 
and psychological effects or control feelings and emotions. If people massage body 
by -blending few drops of essential oils in massage oil, these concentrated essences 
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which have fine molecular structure can easily penetrate the outer layers of the skin, 
then into the lymphatic system and the blood stream. 
Studies have shO\\TJl that scents do alter moods. John Steele, Ph.D., of 
Sherman Oaks, California, and Robert Tisserand, of London, England who are top 
aromatherapy researchers, have studied the effects on brain wave patterns when 
essential oils are inhaled. They found that oils such as orange, jasmine, and rose 
have a sedative, tranquilizing effect and function by altering the brain waves into a 
rhythm that produces calmness. Furthennore, scientists at the University of 
Cincinnati detennined that volunteers who inhaled peppennint scents while working 
on computer tasks made fewer errors than those in an unscented control group. 
Aromatherapy as AltematiVeNatural. Healing 
In 1993, Harvard physician David Eisenberg announced the result of his study 
and found that more than a third of Americans paid more visits to chiropractors, 
acupuncturists, hypnotists, aromatherapists and other alternative therapists than to 
orthodox practitioners. An aromatherapist is the practitioner who should be able to 
advise as to which oils will be most suitable in each situation. They can also advise 
as to which means of using the oils will be most effective. There are a lot of training 
courses in in Europe, the North America and even in Hong Kong on aromatherapy. 
However, to become certified aromatherapists, people need to take an accredited 
course of two to three years. Only aromatherapists in Europe must be certified. In 
North America and Asia, aromatherapists are not regulated. 
In Hong Kong, these alternative and preventive healing methods have been 
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available in the market for years. Magazines and newspapers have been publishing 
these topics and the general public have got the awareness and interest. Topics like 
Chinese m e d i c i n e ( t ^ ) , acupuncture (針灸)，foot massage reflexology (足部按摩反 
射療法)，chiropractic therapy (脊推指壓療法),Reiki healing (靈氣治療）are 
introduced and aromatherapy (香葉治療）is one ofthe popular ones. There are more 
consumers tuming to aromatherapy for alternative healing instead oforthodox 
medicine because it is perceived as a natural way ofimproving health ofhuman 
bodies. 
Arr>mp t^herapv in Hong Kong 
Hong Kong people got to know aromatherapy about seven years ago. 
Besides its medical effect, most printed articles also emphasize its flmction in beauty 
care and fragrance pleasure. So to keep up with the trend, a lot of beauty salons also 
include services like aromatherapy massage for losing weight, slimming the body, 
skin care and hair treatment using essential oils. Retail shops also sell aromatherapy 
products. These retail shops are usually small gift_shops in shopping malls; 
department stores e.g. the city'super, Sogo; specialty shops, e.g. the New Age Shop in 
Central; or shops selling beauty care products, e.g. the Body shop. Red Earth. 
But the Hong Kong government has not yetiiiiposed any regulations to 
monitor the professional standard and business ethics of these aromatherapists and 
retailers. Aromatherapy has become more mainstfeam in its esthetic function and is � 
losing its image in medical effect. Companies are mass-producing aromatherapy 
products as only a fragrance. Even worse, many synthetic chemicals are being 
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advertised as organic essential oils or pure oils. The quality of essential oils is still 
not guaranteed. So consumers must be very careful when they buy essential oils or 
undergo an aromatherapy treatment from a so-called aromatherapist to make sure that 
what they are getting is authentic therapy. 
nv>jpptive of the Proiect 
The objective ofthis project is to find out what is the best marketing strategy 
for a small company making a business ofessential oils which is the major product 
type of aromatherapy. This small company (Company ABC) is owned by a lady who 
has just received certified aromatherapy training in the United Kingdom. She plans 
to market a brand ofessential oils from a reputed manufacturer in the United 
Kingdom. As the essential oils that she will sell are of high quality, her target 
customers are the middle class, educated, hobbyists and also the aromatherapists. 
Seeing that the general public in Hong Kong are only aware ofthe beauty care, 
fragrant property ofaromatherapy products, and the controversy in promoting 
alternative healing method, she has a dilemma on whetherjust following the current 
public interest in beauty care and relaxation or paying more focus to educate the 
public on the therapeutic and psychological flmctions of aromatherapy. After 
received conventional training on aromatherapy for 2 years, she has a personal goal to 
promote aromatherapy as natural healing to the people ofHong Kong who still have 
little understanding ofthis subject. However, it may be easier for her to receive 
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financial retum if she just follows what average Hong Kong people know about the 
beauty care function. A market survey, targeted the middle class, has been 
conducted in this project to help her decide her business direction. Also, a 
competitive analysis of major market players in Hong Kong has also performed to 
help her position Company ABC in the target market and differentiate the company 





Brief History of Aromatherapy 
The use ofessential oils was started over three thousand years ago in Egypt, 
China, India, Persia and Africa. Early uses included; incense burning, mummifying, 
cooking, bathing, perfumery, simple cosmetics, rituals, meditations, and healing. 
However, during the Renaissance, chemists were able to develop synthetic oils and 
medicines. Since then, aromatherapy which was taken as a medical tool, became 
diminished and modem medicine was the first choice of doctors. Until recently, 
aromatherapy was rediscovered. 
Three people introduced aromatherapy into the 20^ ^ century. This subject 
was first originated in France. Rene-Maurice Gattefosse was the first to use the term 
"aromatherapy" in 1928. Dr. Jean Valnet was a doctor who tended to integrate 
aromatherapy with traditional medicine, sometimes with overwhelming success. 
Marguerite Maury who was an Austrian Bio-chemist studied the rejuvenating powers 
and cosmetic uses of essential oils. These three pioneers broke barriers and myths 
and led to the development of aromatherapy in medical, psychological and esthetic 
uses. ‘ 
During the latter half of the century, aromatherapy grew in popularity. Today, 
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practitioners from the United Kingdom, such as Robert Tisserand, Shirley Price and 
Valerie Worwood, among many others, are reaching the mass population through 
seminars, books, specific magazines and tradejoumal articles. 
Social and Legal Environment on Aromatherapy 
in the World and Hong Kong 
The World Health Organization estimates that between 65 and 80 percent of 
the world's population, that is about three million people, rely on traditional or 
alternative medicine as their primary form of health care. Also, 74 percent of 
American population desires a more natural approach ofhealth careJ As there have 
been lots ofcampaigns for environmental protection since the 90's, general interest in 
natural products has increased dramatically around the world. During the past 30 
years, there was tremendous increase in the awareness, and popularity of 
aromatherapy in Europe, North America and Australia. It is now accepted as a form 
of"altemative" natural therapy in the westem world. Besides, sales of aromatherapy 
items continue to increase, as consumers seek natural products that enhance their 
physical and mental well-being. Aromatherapy category is estimated to be growing 
at a rate of 30% per year^. 
Professional bodies have been set up for monitoring the qualification of 
therapists and quality of essential oils and at the same time. They also aim at sharing 
with interested parties and aromatherapists any new development on the subject and 
s 
new discovery on essential oils and their functions. 
'Source: Alternative Medicine Online, http://www.hyperion.advanced.org 
^Source: Frontier Natural Product Co-op, http://www.frontiercoop.com 
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In Hong Kong, aromatherapy is still in its infancy stage, lt got notice from 
the public about seven years ago, when some aromatherapists who received 
aromatherapy training overseas started therapeutic service here. However, most 
people are only aware oftwo functions of aromatherapy. One is beauty care and the 
other is stress relief. Beauty care is mainly promoted by marketers because it is a 
large and promising market. Most people care about their appearance and at the 
same time, aromatherapy can arouse curiosity of the customers and has a strong 
selling point ofusing natural ingredients. The number of skin care products claiming 
to contain essential oils has increased dramatically. Also the high pressure 
environment in Hong Kong causes people to look for ways to manage stress. 
Aromatherapy products have been promoted to relieve stress and eventually to 
improve health. They also fit in the lifestyle trend in which after all the busy hours 
in everyday work, consumers desire home-use products that offer comfort, relaxation 
and personal satisfaction. Mainstream Chinese printed media like Next Magazine, 
East Weekly, Vogue, Beauty Magazine and newspapers^have printed numerous 
articles on the benefits ofessential oils. However, Hong Kong people still have very 




Though the westem countries have longer period ofdevelopment of 
V 
aromatherapy than Hong Kong, some social issues have been arisen. As the main 
source of essential oils are from these westem countries and some aromatherapists 
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have received training there, these social issues are also happening in Hong Kong. 
1 .There are a fair number ofessential oils that represent significant hazards if 
inappropriately used by a member ofthe public, or a badly trained therapist. Therefore 
it is necessary to set up a system to determine whether such oils should be supplied at 
all, or if, provided they are ethically marketed, potential risks are slight. However, 
such centralized data collection system does not exist and there is no information on 
the numbers ofclients and therapists that get adverse reactions to essential oils. 
2.The huge majority ofaromatherapists do not treat enough people to be able 
to obtain accurate statistical information. Even if a client has a mild adverse reaction 
following a massage, the chances are they simply will not go back to the therapist 
concerned and so the reaction is undocumented. 
3.Mis-labeling or mis-description of the actual plant of essential oils for 
financial gain is quite common. For example "chamomile moroc" was labeled as 
"chamomile oil". It has no verifiable medicinal uses, and its chemical profile is 
substantially different from the well tested and tried Roman chamomile. A few years 
ago, it was halfthe price or less ofRoman chamomile and big profits could be made 
by selling it as "chamomile". 
4.Synthetic chemicals and solvents are added to essential oils. 
5.There are numerous web sites in the United States and Canada selling 
essential oils. However, according to professional aromatherapists, there are quite a 
number ofthese businesses who are selling dangerous^ssential oils to therapists and 
the public without appropriate warnings. 
6.Very few of essential oils salespeople have had any training in the botanical � 
or medical sciences. 
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7.Some people, who after taking part time courses of doubtful quality for a few 
months, then call themselves “Qualified Aromatherapists". This title is then used as 
an evidence oftheir knowledge when promoting their essential oils. However for a 
fully qualified aromatherapist in the United Kingdom, it requires two to three years of 
study work.. 
8.Aromatherapy for beauty trade has become dominant in the business world 
and is losing its image as a "fringe" medicine. Companies are mass-producing 
aromatherapy products as only a mere fragrancing device. 
9.Beauty trade, which is and has always been, packed to bursting with hype 
and lies, has placed a huge burden on aromatherapy. 
lO.Some therapists have overstated the therapeutic result of using essential oils 
without any solid testing, reference or proof. 
11 .Aromatherapy will come under attack from the pharmaceutical industries. 
Seeing a drop in the sales of their drugs worldwide, they may make the choice of 
embracing this new medicine or attacking it. 
Legal Issues on Selling Essential Oils 
There are quite a number of professional bodies in Canada, United States, 
United Kingdom, France and other European countries on aromatherapy. Most of 
them are independent organizations mainly for information sharing, evaluation of 
training courses and research purposes. Some ofthem are government organizations 
which execute law-binding regulations. ‘ 
In Australia, essential oils have to be approved by Trade of Good Act (TGA) 
which is a government body controlling food and drug to be sold in the country. To 
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claim that the products have medical effects, e.g. relief of cold, headache, the 
manufacturer has to submit proof of cases to TGA. The quality and purity of 
essential oils are also tested by TGA before the manufacturer claims their products as 
"100%pure oil". 
In the United Kingdom, if the essential oils are for medical uses, 
manufacturers have to follow strict requirement. A National Vocational Curriculum 
fNVQ) system was developed. Different levels of requirement are applied for oils 
for different uses. Those essential oils which are for ordinary uses need to meet 
Level One requirement. On the other hand, those oils for medical uses have to meet 
Level Five requirement. 
Similarly, the Food and Drug Association (FDA) of the United States imposed 
regulations on claim of the medical effect of essential oils. FDA treats aroma 
products which include essential oils as both cosmetic and drug. Though both of 
them are under FDA'sjurisdiction, the legal requirements applying to them differ. A 
claim that a perfume's aroma is good or beneficial, in general, is a cosmetic claim not 
requiring FDA approval before a product is sold. But if someone tries to market a 
scent with labeling "for treatment or prevention of allergies" or other condition or 
disease, presumably this could be found after investigation to be a new drug claim, 
requiring pre-market approval. 
Besides the FDA, the Natural Oils Research Association OSfORA) in the 
United States is a non-profit making association dedicated to providing education and 
research of essential oils. The Essential Oils Advanced Studies course was started in 
1996 at Purdue University which offers the first accredited course in essential oils � 
studies. Also，NORA sponsors conferences to help further open communication 
among those that use essential oils in their field. NORA is now establishing a mini-
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library which will hold academic research papers on essential oils and members may 
order copies at cost. Over the next year, NORA plans on establishing a single 
accessible database covering taxonomy, distribution, ethnobotany (人類植物學)， 
cultivation, processing and marketing of aromatic plant species as well as 
international legislation affecting trade in these species. 
In Hong Kong, the government has not yet imposed any control on the sales of 
essential oils. Marketers are free to publicize the medical effect of essential oils. 
The purity of essential oils is also questionable. Marketers may print misleading 
information on the label of the product to gain more financial return. Apparently, 
consumers are not well protected when purchasing essential oils in Hong Kong. 
Qualification of Aromatherapists 
Aromatherapists should be able to advise as to which oils will be most suitable 
in each individual situation. They can also advise as to which means of using the 
oils will be most effective. Aromatherapists using massage should also be nurses, 
physicians, chiropractors, physical therapists, estheticians or massage therapists with 
the appropriate licenses or certifications. Certification ensures that these 
practitioners understand oil chemistry, applications, ethics and quality assurance. It 
is important for customers to ask their therapists where they have obtained their 
training and if they are certified. 
In Asia, Australia has been the leading country on aromatherapy. Many 
V 
businesses cultivate farms, manufacture and export_e^ntial oils from Australia. 
Many organizations in Australia also provide training courses in aromatherapy. 
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“International Federation ofAromatherapists" (IFA) - Australia branch is responsible 
for setting educational standards and accrediting schools and teachers to ensure 
aromatherapists are of high standards, providing quality service. IFA was founded in 
the United Kingdom in 1985 and the Australian branch was established in 1989. 
IFA accredits aromatherapy training both locally and overseas and supplies 
details of qualified aromatherapists by region. For a list of qualified aromatherapists 
in the United Kingdom, besides IFA, guidance can also be given by the 
“Aromatherapy Organizations Council". Aromatherapists in Europe must be 
certified, which requires study with a mentor and taking an exam. Some European 
aromatherapists do offer training and international certification in the United States. 
However, aromatherapists are not regulated in the United States and Canada at 
this time. In the United States, there are a few professional bodies which promote 
aromatherapy to the general public, serve aromatherapy practitioners, manufacturers 
and retailers of aromatherapy products. "American Alliance of Aromatherapy" and 
"National Association for Holistic Aromatherapy" Q{AHA) create the platform which 
allows aromatherapy practitioners, educators, manufacturers, retailers and consumers 
to share valuable knowledge, encourage education and promote ethical and equitable 
business practices in the United States. Membersxan receive journals with updates 
and development news on aromatherapy. 
In Hong Kong, some aromatherapists have got their training overseas, and 
some in schools on beauty care in Hong Kong. However, there is no independent 
organization in Hong Kong to qualify aromatherapists. There is also no 
professsional body ofaromatherapists to share knowledge, promote ethical practices � 




In Hong Kong, aromatherapy can be classified into two industries: alternative 
and natural healing and; beauty trade and service. 
Aromatherapy Rp1nted Products 
In Hong Kong, most essential oils are imported from the United States, the 
United Kingdom, France, and Australia. Though essential oils are the main product 
related to aromatherapy, other products may be produced or offered by the suppliers. 
The following is a comprehensive list ofproducts offered by a typical supplier. 
l.EssentialOils 
They are generally available in two sizes. Small (1/8 oz., 1/3 oz. or 1/2 oz. or 
10 ml, 12 ml) size is designed for the average customers. Large (3 oz. or 3.3 oz. or 
100 ml) size is usually for the use by aromatherapists. Common types ofessential 
oils are basil, bergamot, Roman chamomile, clary sage, cypress, eucalyptus, 
frankincense, geranium,jasmineJuniper, lavender, lemon, myrrh, neroli, orange, 
peppermint, rose, rosemary, rosewood, sandalwood, tea tree and ylang-ylang. � 
Appendix 1 is a table which provides cross references of the therapeutic effect of 
some common essential oils. 
2.Carrier Oils 
They are used to dilute the essential oils and facilitate the penetration of 
essential oils into the skin and body. They can be used as massage oils too. They 
are generally available in 200 ml size. Example of some common carrier oils are 
almond oil, jojoba oil, wheat germ oil and evening primrose oil. 
3.Essential Oil Blends 
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Some companies may produce this type of products which are blending of 
several essential oils into carrier oils to attain certain effect, e.g. improve 
concentration, help to relax or get into sleep, detoxify or increase energy level etc. 
Ready made essential oil blends provide convenience to customers to apply the 
products directly on skin without the trouble of mixing oils. However, essential oils 
mixed with carrier oils may lose their functions if they are kept over a year. Also, 
some customers may prefer customizing the combination of essential oils to ready-
made blends. Examples of essential oils blends are mixing juniper, lavender and 
rosemary to relieve muscle aches and; mixing clary sage, bergamot and ylang-ylang to 
overcome depression. 
4.Environmental Fragrancing Device 
4a.BurnerN aporizer/ Ceramic Diffuser 
This is a container or small dish designed to hold water on the top and candle 
in the bottom. Essential oil mixture is put into waterand heated. Non-smelly 
candles are recommended to be used for heating. 
4b.Electrical Diffuser 
The electrical diffuser is a device consisting of an air pump and a nebulizer 
with precisely calibrated, durable metal jets which are specially designed for 
minimum noise level and optimum diffusion of essential oils into the air. The 
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nebulizer disperses a very fme mist ofmicro-particles ofpure essential oils, which 
remain suspended in the air, purifying ,and refreshing the surrounding atmosphere. 
4c.Lamp Diffuser 
User will fill the bowl located at the top ofthe lamp with water，add few drops 
of essential oils and switch the lamp on. The light bulb located inside the lamp will 
warm the water and evaporate the oils. 
5.Candles 
They can be non-smelly candle for use in ceramic diffusers or scented candles 
with essential oils. 
Other manufacturers may also produce body care products, e.g. cleansing bar, 
body lotion, shampoo which contain essential oils as ingredients. 
Market Plaver<； in Hong Kong 
In Hong Kong, the sale ofessential oils and aromatherapy products are mainly 
distributed through the following five channels: 
1 .Retail shops (essential oil focus): they specialize in selling one brand or 
different brands ofessential oils which are ofhigh quality; 
2.Retail shops (Other product focus, also sell essential oils): they are gift shops 
in shopping malls, department stores or specialty shops, like New Age Shop in 
Central selling new age music, books and related products; or body and beauty care 
chain stores, e.g. the Body shop and Red Earth; 
s 
3.Beauty salons: their major business is to provide personal care services, e.g. 
facial, body massage etc.; 
4. Wholesalers: their nlajor business is wholesale of essential oils and 
aromatherapy related products, e.g. books, burners; they also offer personal care 
services and training workshops; 
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5.Independent aromatherapists: they mainly provide consultation or advice on 
aromatherapy, facial care, body care and massage treatment; most of them set up their 
home business; others may go to clients' home or hospital to deliver service. 
Most distribution channels listed above do not focus on aromatherapy or 
essential oils. The following tables compares how they market essential oils and 
other aromatherapy related products in Hong Kong. This competitive analysis can 
help Company ABC formulate marketing strategies and tactics. Several areas are 
studied: 
I.Main type of products/services: If the businesses do not focus on 
aromatherapy, this area shows their maj or business to help understand why they also 
include aromatherapy related products or services in their products/services range. 
2.0ther type of products/services: If the businesses focus on aromatherapy, 
this area shows their other products/services which may help their businesses on 
aromatherapy related products. 
3.Target customers; Distribution channels; Location(s); Promotion means; and 
Pricing structure: These several areas indicate the market segmentation and marketing 
plan of the competitors. 
4.Training to customers: As aromatherapy is still quite new to the local Hong 
Kong Chinese, most businesses conduct training to educate the public this new natural 
therapy and the correct use of essential oils. This is a common promotion means of 
aromatherapy related products, so a special study is arranged to see if businesses 
include training to customers in their marketing activities. 
5.Strengths; Weaknesses: If Company ABC can understand the strengths and 
weaknesses of competitors in marketing aromatherapy related products, it can 
differentiate itself from competition more easily. 
6.0verall image: This is very important information for Company ABC to 
position itself in its target market and among its competitors. 
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I.Retail shops (essential oil focus) 
Example of 
companIes 
"Essensual" in Prince Building, Central 
"Jurlique" in the Peak 
Main type of major in selling different brands of essential oils, carrier oils and 
products/services 
essential oil blends which are of good quality 
Other books on aromatherapy; candles, diffusers (ceramic, lamp, electrical) 
I products/ servi ces 






concern the quality of the essential oils, i.e. the hobbyists; westerners; 
middle class; educated 
usually none 
mainl y retail sales 
mostly Central District or areas where westerners live, e.g. the Peak, 
Repulse Bay, Discovery Bay 
Promotion means word of mouth or sponsorship of community events 
Pricing structure essential oils are 10% higher than other categories of retail shops 
Strengths guaranteed quality of essential oils, J?1ore varieties of essential oils, 
some of them may be uncorrunqn 
Weaknesses mainly appeal to western people or westernized Chinese; some local 
Chinese may find uneasy or unfriendly; standard of shop assistant 
varies; some of them are professional but some are not 
Overall in1age ~ood source of essential oils of high quality and varieties 
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2. Retail shops (Other product focus~ also sell essential oils) 
Example of 
companIes 
chain stores, e.g. the Bod) Shop~ Red Earth; 
special!) shops, e.g. Ne~ Age Shop· gift shops 
Main type of beauty care products for Body Shop Red Eanh· books. tapes CD. 
products/services 
other accessories related to New Age for Nc\\ Age Shop· phote 
frames, music box home accessories for gift shops 
essential oils ceramic diffusers or these items \\Tapped in gift packs 
mass market buy essential oils for fun curiosity or rela'\ing 
mall \\'orkshop on basic use of essential oils organized b) chain 
cu t m r 
tores 
mainl) retail sales 
eas for chain stores: shopping malls for gi ft hops 
pr m te aromatherapy~ the general.p.ublic first learn far n1atherapy 
thr ugh th hai n store 
byi t : pr duct re 
r and m y u el r hannful t u er 
fearing h nature and Nc\\' Age life st)' le 
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3.Beauty Salons 
Example of Estimated over 20,000 beauty salons in Hong Kong 
companies 
Main type of beauty care services, massage services 
products/ servi ces 
Other beauty care products; essential oils and carrier oils are one type of 
products/services 
products 
Target customers mainly women with age from 20 to 50 
Training for usually none, but give guidelines to customers on how to use essential 
customers 
oils 
Distribution the beauty salons 
channel 
Location(s) where the market can support the business of a beauty salon 
Promotion means word-of-mouth; advertisement _and articles on newspapers and 
magazines, direct mail, flyers, coupC?m;-sponsorship of community 
events and activities 
Pricing structure average, depends on pricing stnlcture of the beauty salons 
Strengths can easily recommend to customers who need relaxing massages or 
natural beauty care services; set up close relationship with customers 
Weaknesses lack in professionalism on aromatherapy, some beauticians just take it 
as another beauty treatment and do not have much knowledge on this 
natural therapy 
Overall image main focus is not aromatherapy but beauty care; aromatherapy helps 
project an image of using natural ingredients 
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4. Wholesalers of essential oils 
Example of In Essence Aromatherapy; Brightime International Ltd. 
companies 
Main type of wholesalers of essential oils, aromatherapy related products 
prod ucts! servi ces 
Other beauty care services; massage services; training and workshops on 
products! servi ces 
aromatherapy 






aromatherapy products; women with age from 20 to 50 for beauty care 
services; hobbyists of aromatherapy; middle class; educated 
training on product knowledge for therapists; also launch training on 
"how to use essential oils", "massage therapy using essential oils" etc. 
for hobbyists 
aromatherapists; the beauty salons;. ~etail shops 
commercial or shopping districts so that consumers and retailers can 
reach their offices conveniently 
Promotion means word of mouth; direct mail; sponsorship of community events 
Pricing structure retail prices are average 
Strengths professional on aromatherapy; can invite overseas gurus of 
aromatherapy to conduct works~ops, especially if the company gains 
the wholesale right of the essential oils manufactured by the 
companies of these gurus; essential oils are of high quality to appeal to 
therapists 
Weaknesses no loyalty program, aromatherapis-ts-e-as switch to other brand 




Example of The Resonance Aromatherapy 
companies 
Main type of consultation or advice on aromatherapy, facial care, body care and 
prod ucts/ servi ces 
massage treatment 
Other essential oils, other aromatherapy related products 
I products/services 
Target customers people who need aromatherapy treatment, from babies to old people; 
patients; middle class, educated 
Training to small group workshops on aromatherapy and uses of essential oil 
customers 
Distribution deliver services at their home or at clinics, hospitals 
channel 
Location( s) An)'\\There 
Promotion means word of mouth; sponsorship or being speaker of community events 
and activities; newspapers and magazines 
Pricing structure retail prices are average; usually take the recommended retail prices of 
wholesalers 
Strengths professional on aromatherapy; set up closer relationship with 
customers 
Weaknesses time appointment is usually required; customers may not be able to 
match the time of the therapists or-have to wait for too long; do not 
have professional bodies to monitor business practices 
Overall image tprofessional individual, customers treatThem as consultants on natural 
Ihealing, health and balanced life 
After the competitive analysis has been completed, a quick comparison of benefits 


























































































































































































































































































































































Company ABC is o\\ned by two individuals, one is the lady who just received 
certified training on aromatherapy in United Kingdom and the other one is her father 
who is a Silent Partner of Company ABC. He just provided financial support for 
setting up Company ABC so all main decisions are made .9Y her daughter, Miss Wong. 
Company ABC is a new company and luckily Miss Wong's father will provide full 
financial support and Miss Wong does not need to worry much on initial capital 
requirement. But she has to be responsible for the daily expenditure which includes 
rent, labour cost, administrative cost etc. after Company ABC has been set up. 
Miss Wong has gone through conventional training on aromatherapy for two 
years and is qualified as an aromatherapist. She has a personal goal to help people in 
Hong Kong increase awareness of having a balanced life. She would like to 
encourage the public not to focus on their work or the outside world only, but to 
protect and enjoy the environment and nature, and have more communication with 
their inner selves. She plans to achieve this personal goal through her knowledge in 
aromatherapy and the set up of an independent professional body of aromatherapists 
in Hong Kong. Also, she believes that Company ABC can also help her actualize 
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her personal goal. 
Company ABC will be set up with the following mission, objectives and ideas. 
1.Mission 
Increase awareness ofgeneral public in Hong Kong that aromatherapy is the 
basic principles ofnatural therapy, massage, diet and people,s whole attitude oflife 
through : 
a. a strong brand which gives confidence to customers 
b. professional attitude on serving customers 
c. high quality of products 
d. dedication to environmental protection 
2.Business Objectives 
Monthly (for 1999) Monthly (for 2000) 
Revenue HK$ 140,000 HK$ 170,000 
Profit HK$ 10,000 HK$20,000 
The business objectives have been calculated based on the following 
assumptions :-
Monthly rental ofthe retail shop : HK$ 50,000 
Monthly labour cost (one shop assistant): HK$ 10,000 
Average retail price ofone bottle of essential oil : HK$ 100 
Average wholesale price ofone bottle of essential oil :HK$ 70 
Average cost of one bottle of essential oil :HK$ 50 
3.Market Segmentation � 
Target retail market segment ofCompany ABC are middle class, educated 
people with professional qualification, or education level above secondary school, 
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With age range from 21 to 50. Target wholesale market segment ofCompany ABC 
are the independent aromatherapists who will resell Company ABC's products to their 
customers. 
Market Opportunities 
Some market opportunities were discovered after the preliminary competitive 
analysis had been done. 
1 .Most market players focus on the beauty care functions of aromatherapy. 
Company ABC can focus the ftmctions ofnatural healing and emotion control. 
Besides natural therapy, aromatherapy can be a holistic life style and can also cover 
massage, diet and people, s whole attitude of life. 
2.Though some ofthe oils have very good quality�most market players, except 
The Body Shop and Red Earth, have not build a strong brand awareness. This may 
be due to the small number of retail shops. 
3.Aromatherapists in Hong Kong are not strongly connected to promote this 
natural therapy. 
4.The general public are not aware ofthe importance of the quality ofessential 
oils. There is not much education to the general public on how to measure the 
standard of essential oils. 
5 .in Europe, North America and Australia, professional bodies for 
aromatherapists, researchers and interested parties of essential oils, manufacturers of 
aromatherapy related products have been using the Internet to promote this natural 
therapy and business. But in Hong Kong, most market players have not started using 
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Internet as promotion means. 
6.The general public in Hong Kong have not had good understanding ofwhat 
aromatherapy is. But Hong Kong people have been very familiar with White Flower 
Oil (Pak Fah Yeow) which is used to relieve discomfort from stuffy nose caused by 
flu and cold, itch caused by insect bites etc. The potential market can be all 
households using essential oils to kill germs, release stress, relieve minor symptoms, 
etc. 
7.The labeling of a lot of essential oils is insufficient to educate users how to 
use the oils safely. It only includes some general guidelines, e.g. to put a few drops 
in a bath, to avoid skin contact and not to take it internally. 
“ Mnrketing Strp t^epies of Coinpany ABC 
The following marketing strategies are recommended to Company ABC so that it can 
differentiate itself from other competitors. These marketing strategies, together with 
the analysis result ofamarket survey ofthe target market, will be used to formulate 
the marketing plan. 
Position of Company ABC 
Overall strategy ofCompany ABC is to position itself as a professional 
company on aromatherapy to differentiate itself from its competitors and penetrate the � 
market. Its founder. Miss Wong will play a very active role in promoting 
aromatherapy in Hong Kong. 
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Product and Price Considerations 
Instead ofthe conventional 10 ml size, Company ABC can consider to have 
another package of5 ml ofessential oils because freshness of essential oils is very 
important for achieving better result. Also, customers will be more willing to buy 
more varieties ofessential oils because price per bottle of the 5ml essential oils is 
reduced. 
The prices ofthe essential oils sold by Company ABC will be in the range of 
the high quality oils available in the market so that they can be price competitive. 
Besides emphasizing freshness ofessential oils. Company ABC will also 
stress the high quality oftheir essential oils. Information will be included in the 
package on how these oils are tested. A series of evaluations such as optical rotation, 
refractive index, specific gravity and gas chromatography can reliably reveal the 
chemical makeup and physical properties of a sample of essential oils. Besides 
objective analysis, a team ofqualified aromatherapy specialists also help evaluate the 
characteristics and duration ofits aroma. 
To project a professional image, guidelines and safety rules on the use of 
essential oils will also be printed on the labels to always alert users. The information 
packaged with the essential oils will cover details of the safety rules. 
For product varieties，Company ABC will start to provide the full use range of 
essential oils from its supplier in the United Kingdom. For other aromatherapy 
related products, Company ABC plans to offer carrier oils and body lotion so that 
users can dilute the essential oils for putting on to the skin. Ceramic diffuser and � 
candles will also be sold so that users can bum the essential oils. 
31 
Gift packs which include ceramic diffuser, candles and one botlle ofessential 
oil are also available. As aromatherapy is still a new subject for most ofHong Kong 
people, there is potential market for aromatherapy related products to be sold as gifts. 
Promotion and Channel Considerations 
Professional bodv ofaromatherapy 
The goal ofCompany ABC is to project a professional image on aromatherapy 
to the general public, so the company will assist in the set up a professional body of 
aromatherapists for sharing knowledge among professional therapists, educating the 
public on aromatherapy. The company owner, Miss Wong is recommended to solicit 
help from some experienced and dedicated aromatherapists, to establish the non-profit 
making organization for the benefit ofthe industry. Though the professional body is 
an independent organization, her active involvement will help Miss Wong's company 
establish a good image. 
A press conference will be held to announce the set up of this professional 
body. The objective ofthis organization is to promote to the general public what 
aromatherapy is; educate the general public on safe and correct uses ofessential oils; 
set up guidelines to monitor business practices ofaromatherapists; educate the public 
on how to choose a reliable aromatherapist. 
\ 
Workshops for customers 
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To let customers to be more familiar with the use of essential oils and 
understand aromatherapy, workshops will be organized. As Hong Kong people are 
very busy, these presentations will only be one or two hours, held at after office hours. 
The size ofthe workshop is planned to be 10 to 15 people so that the group can enjoy 
learning aromatherapy in a more comfortable environment. Topics ofthe workshop 
include the following : 
1) Skin care and hair care 
2) Body care which covers weight management, slimming the body 
3) Relaxation and meditation 
4) Energy boosting and concentration 
5) Health and healing by aromatherapy e.g. flu, headache, problem with 
digestive system 
6) Child care 
7) Simple massage using essential oils 
8) Special workshop on each essential oil 
9) Other topics, e.g. how aromatherapy be related to green living. Outside 
speakers ofrelevant organizations will be invited. 
Presentation material ofthese workshops will be shared with those 
independent aromatherapists who can also make use of the material to conduct 
workshops for their customers. Besides the retail shop, these aromatherapists are the 
distribution channels of Company ABC. 
Special comer in the retail shop � 
A special comer in the retail shop will be set up to increase customers' interest 
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in aromatherapy. Educational tools, such as books，pamphlets or cards which 
explain the uses ofessential oils in simple terms are provided for easy reference. 
Ceramic diffuser with buming oils are displayed to create a relaxing environment. 
This comer will also be the venue for the workshop. 
Rilingual weh site of Companv ABC 
The target market ofCompany ABC are the educated people who are generally 
open minded and accept new ideas. This group ofpeople are also believed to surf 
through the Intemet. A bilingual web site will be established as another promotion 
means. There are a lot of web sites on aromatherapy from Europe, North America 
and Australia. But all ofthem are in English and are dedicated not for Hong Kong 
people. A bilingual web site in both English and Chinese will be set up to explain 
what aromatherapy is’ uses ofessential oils, how the essential oils ofCompany ABC 
are tested to maintain quality, schedules ofworkshops, other interesting topics related 
to green living and useftil links. Online ordering is also available from the web site. 
rr^mTrmnity events and activities 
Company ABC is recommended to actively support events and community 
services on environment protection and green living in Hong Kong so that it can 
contact its potential customers. 
A 10% discount will be offered to some organizations related to green living � 
in which the members are most probably target market ofCompany ABC. 
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Potential Problems and Constraints 
Miss Wong has to be very caref\il when soliciting help from aromatherapists in 
forming the professional body ofaromatherapists as some ofthem may be her 
competitors. 
With limited budget. Company ABC cannot afford to do any paid advertising 
in radio, television and printed material. Miss Wong can contribute some articles to 
newspapers and magazines to promote aromatherapy. But a lot ofaromatherapists 






The marketing strategies for Company ABC have been formulated. A market 
survey has also been conducted to find out if the marketing strategies will follow the 
right direction, that is, fulfilling the needs of the target market. 
bi this survey, only the target retail market were approached. They are the 
middle class, educated people with professional qualification, or level above 
secondary school education, with age range from 21 to 50. 
The questionnaire is in Chinese and is attached in Appendix 2. Altogether 
103 responses were collected. The responses were collected in two public seminars 
with over 100 audience. The topics ofthe seminars were on business management 
and family management. The audience were mainly educated and some were young 
couples. So the sample fell within the target market. The characteristics ofthe 
sample is : 
Sex : Male - 35%, Female 一 65% 
Education : Secondary — 38%, Tertiary or professional qualification - 59% 
Age : Range from 21 to 50 — 92% 
Each question designed in the questionnaire has its own purpose to testify if 
the direction of the market strategies has been set in the right track. If not, corrected � 
approach and actions will be recommended. 
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The question, the result, the purpose of asking the question and the analysis of 
result are shown below. A summary of data result is also listed in Appendix 3 for 
easy reference. 
apply) 







14% Beauty Salons 
1% Internet 
11 % Shops (which one?) -- Some answered The Body Shop and Red Earth 
1 % Others (Please describe) - One answered exhibition for X'mas gifts 
The purpose of asking this question is to find out how the target market have 
been aware of aromatherapy so that Company ABC can set up effective promotion 
plan. The respondents were allowed to choose more than one choice because they 
could receive such information through different ways. 
From the survey result, the three most effective ways are friends, newspapers 
and magazines. So when designing promotion plan, C~mpany ABC can focus more 
on customer follow up so that current customers can share with friends their own 
experience using essential oils and aromatherapy products. Also, public relation 
activities with the media is also an economical way to increase customer awareness. 
Question (2) Which of the following functions of aromatherapy are you 
interested in? (Please check all that apply) 
29% Beauty - skin or hair care 
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35% Healing - relief of minor symptoms like flu, headaches, indigestion 
24% Body - slimming the body, discharge of excessive fluid under the skin 
72% Emotion - relaxation, control of insomnia, meditation 
400/0 Energy - energy booster, increase of concentration 
9% Child care - remedies for children illness 
The purpose of asking this question is to find out what functions of 
aromatherapy will arouse more interest. A large percentage of respondents would 
like to improve their emotion, relieve stress and remo~_e tiredness. Because of the 
stressful environment and overload of work, most Hong Kong people look for ways to 
increase energy, concentration and calmness. It will be the main focus for Company 
ABC when promoting uses of aromatherapy. 
Though 33% of respondents have children, only 9% of 103 respondents 
expressed interest in child care through aromatherapy, so workshop of this topic may 
not need to be developed. 
Less than one third of target market were interested in skin care, hair care and 
body care. So Company ABC will not put much emphasis on the esthetic functions 
of essential oils. It just matches the direction of the Gomp-any because the owner, 
Miss Wong would like to educate the public more on the natural therapeutic uses of 
essential oils. 
Question (3) If there are \vorkshops or seminars of the topics in question (2), 
are you interested in participating? 
Quite a high percentage of respondents expressed interest, altogether 68%. 
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So it also matches with one of the promotion strategies of Company ABC to organize 
workshops for customers. 
Question (4) How do you use the essential oils? (Please check all that apply) 
27% Massage 
43% Add few drops into a full tub of water for bathing 
41 % Heat the oils in a diffuser 
26% Mix with body lotion or carrier oils and spread over the body 
As Hong Kong people are usually very busy, "they may not have the time to do 
massage or bother to mix essential oils with carrier oils. It was not surprising to find 
out that most respondents would prefer the easier way to use the oils. Company 
ABC will spend more effort to let the general public know actually it is also very 
simple to mix the essential oils with carrier oils to spread over the body. 
Question (5) What kinds of aromatherapy products do you use? (Please check 
all that apply) 
45% Essential oils 
20% Massage or carrier oils 
32% Bathing gels 
18% Shampoos/conditioners 




The purpose of asking this question is to find out what type of aromatherapy 
products should be included in Company ABC. As most respondents would like to 
bum the oils only, so essential oils and diffusers got the highest percentage. About 
one-third of respondents \\7anted bathing gels with essential oils but not 
shampoos/conditioners and body lotion. The outcome of this question coincided the 
result of question (4). So Company ABC will first launch the essential oils. 
Diffuser will also be another product focus. Bathing gels, shampoos, conditioners 
can be offered at a later stage. 
Question (6) If the related company has a regular newsletter on tips of using 
essential oils, safety rules, schedules of workshops, introductiQ.n of aromatherapists, 
aroma tours and other topics related to green living, such as vegetarian diets, water 




10% Do not want to receive the newsletter 
13% Go to the web site of the company to obtain the information, do not 
need to receive the newsletter 
This question has dual purposes. First is to find out what the most 
convenient way to share company information with customers. Still Hong Kong 
people prefer convenience to environmental protection and want paper copies through 
mail. Another purpose of the question is to find out if the target market has turned to 
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en1ail and Internet to obtain information. Fron1 the survey result, around 10 to 20 
percent of respondents are turning to getting infonnation via email and Internet. The 
number should be growing in the coming years so the establishment of the web site of 
Company ABC is a right promotion strategy. 
Question (7) Please rank in order of importance the factors that affect your 
decision to purchase aromatherapy products (with "1" being the most important and 
"6" the least important) 
291 /0.47 Product selection 
182/0.29 Brand name 
156 / 0.25 Flyers for product introduction and direction of use 
489 / 0.79 All natural ingredients 
301 /0.49 Price 
253 / 0.41 Professionalism of salesperson 
To calculate the importance of each factor, if the respondent marked "1 ", then 
a weighting of 6 would be added. If he/she marked "2~', then the weighting would be 
5 and so on. So if he/she marked "6", it was the least important, and the weighting 
became 1. The weighting were accumulated to find ~ut which factor would be the 
most important when the target market made a buying decision. For comparison 
purpose, a relative weighting was calculated. The maximum total weighting would 
be 618 which was calculated by multiplying the maximum weighting 6 with the total 
number of respondents, i.e. 103. 
The results, .i.e. total weighting and .relative weighting in two decimal places 
are shown above. "All natural ingredients" got the highest relative weighting so 
Company ABC strategy to emphasize quality and natural ingredients is on the right 
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track. "Price" got the second highest weighting. To tackle this, Company ABC has 
planned to package the essential oils in 5ml bottles instead oflOml, so the price will 
be lower though quality is comparable to that of competitors. “Product selection" 
got a high relative weighting. Based on the result of question (5)，Company ABC 
will focus on product variety of essential oils. Finally most respondents also concem 
with professionalism ofsalesperson, so adequate training will be given to salesperson 





The Marketing Plan Summary 
The marketing plan summary is shown in this concluding chapter. It was 
designed based on two steps. First, the overall environment ofthe industry and 
competitors' activities were studied and marketing opportunities were spotted. Then 
preliminary marketing strategies were designed and were listed in Chapter FV. The 
second step involved the marketing survey which was used to further testify ifthe 
preliminary marketing strategies were in the right direction. Each question in the 
survey had its own purpose in finding the needs of the target market. The analysis 
result was shown in Chapter V. The marketing strategies were then fine tuned by the 
result ofthe survey and the marketing plan was consolidated below. 
Product 
Re-package the essential oils into 5ml bottles instead of the conventional 10 
ml bottles. 
To start with, product types of Company ABC are mainly the full range ofhigh 
quality essential oils imported from United Kingdom, carrier oils and massage oils of 
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the same brand, ceramic diffusers, and candles. Cleansing gel with essential oil 
ingredients and ofthe same brand will also be imported to test if the market accept 
this type ofpersonal care products with essential oils. Gift packs which include 
ceramic diffuser, candles and one bottle of essential oils are also offered. 
Directions ofuse, safety rules are printed on the label ofthe essential oils. 
Information sheet included in the package of essential oils will cover details on 
how the oils are tested, how the oils should be used correctly and safely. 
Price 
Prices ofessential oils are in the range ofhigh quality oils available in the 
market. However, as the essential oils are packaged in 5ml bottles, the selling price 
per bottle will be less than that ofthe 10ml oils sold by competitors. This can make 
the products more affordable to consumers and so more price competitive. 
Promotion 
A personal service and close follow up will be available after customers have 
purchased any products to show professional attitude in serving customers. 
Customers are requested to leave contact phone number so that Miss Wong can 
contact the customers to see if they have used the products correctly and what the 
effect is. 
Miss Wong will solicit support from some experienced and dedicated 
aromatherapists in Hong Kong to establish a professional body of aromatherapists to 
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share knowledge, educate the public on the natural therapy, provide assistance to 
aromatherapists. A press conference will be held regarding the establishment of the 
professional body. This can help increase Miss Wong exposure in the media to 
attract attention from the public. 
One to two hour workshops of interesting topics will be conducted free of 
charge to customers. Topics will mainly cover relaxation, stress control, insomnia 
control, energy boost up, healing of minor symptoms like flu, indigestion etc. 
A special comer in the shop will be set up for the workshops. Books, 
pamphlets, posters and cards on aromatherapy are displayed for reference purpose. 
Essential oils are also burnt in the special comer to create a pleasant environment and 
attract customers' attention on essential oils. ._ 
Customers can leave their correspondent addresses or email addresses ifthey 
want to receive the monthly newsletter by Company ABC. Topics included in this 
newsletter are tips of using essential oils, introduction of some aromatherapists, 
introduction of the professional body of aromatherapists, schedule ofworkshops and 
other topics related to green living. 
A web site of Chinese and English languages will.be constructed with topics 
covered in the newsletter and for online ordering. 
Besides the web site and newsletter, Company ABC will actively in 
community activities or services related to environmental protection to show its 
dedication to this area. Articles on these activities will be covered by press. 
A 10% discount will be offered to some organizations related to green living 
in which the members are most probably target market of Company ABC. 
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Distribution 
The retail shop is the main retail distribution channel. 
For the wholesale market, presentation material of the workshops are shared 
with other aromatherapists who buy the products for resale. The presentation 
material has been standardized to assist the aromatherapists in delivering similar 
workshop to arouse interest from their customers. 
I 
Overall strategy of Company ABC is to position itself as a professional 
company on aromatherapy in Hong Kong. The implementation ofthe above 
marketing plan will help differentiate Company ABC from its competitors. Much 
emphasis has been put on promotion plan because it can help build an strong image of 
Company ABC as a professional company in aromatherapy and serving its customers. 













































































































































































































































































































































































































































































































































































































































































































































































































































•報紙文章口雜諸文章 •朋友 •講座 •廣告 •書本 口美容院 











•按摩 口加入數滴作浸浴 口加數滴於香黨爐蒸葉 
•簡單的加進满膚乳或植物底油再塗上身上，免按摩麻煩 
(5)你會購買那種香薰治療有關的產品（可選多項）？ 










•產品種類 •牌子 口單張以作產品介紹和使用方法 
•純天然成份 •價錢 口售貨員對香葉治療的專業知識 
你的性別： •男 •女 
你的家庭狀況：•未婚 口己婚，暫無小孩 口己婚，有小孩 
你的學歷： •小學 •中學 口大學，大專或有專業資格 
你的年齡： • 2 0 歲或以下 • 2 1 至 2 5 歲之間 • 2 6 至 3 0 歲之間 
• 3 1至 3 5歲之間 • 3 6 至 4 0 歲之間 • 4 1 至 4 5 歲之間 




Question (1) How did you heard ofaromatherapy? (Please check all that 
apply) 
25% Newspapers 29% Magazines 56% Friends 8% Seminars 
17% Advertisements 7% Books 14%BeautySalons 1% Intemet 
11% Shops (which one?) - Some answered The Body Shop and Red Earth 
p/o Others (Please describe) - One answered exhibition for X'mas gifts 
Question (2) Which ofthe following functions ofaromatherapy are you 
interested in? (Please check all that apply) 
29% Beauty - skin or hair care 
35% Healing - relief of minor symptoms like flu, headaches, indigestion 
24% Body - slimming the body, discharge of excessive fluid under the skin 
72% Emotion - relaxation, control of insomnia, meditation 
40% Energy - energy booster，increase of concentration 
9% Child care - remedies for children illness 
Question (3) If there are workshops or seminars of the topics in question 
(2)，are you interested in participating? 
68%. Has interest 32% No interest 
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Question (4) How do you use the essential oils? (Please check all that 
apply) 
27% Massage 
43% Add few drops into a full tub of water for bathing 
41 % Heat the oils in a diffuser 
26% Mix with body lotion or carrier oils and spread over the body 
Question (5) What kinds ofaromatherapy products do you use? (Please 
check all that apply) 
45% Essential oils 
20% Massage or carrier oils 
32% Bathing gels 
18% Shampoos/conditioners 
12% Body lotions 
34% Diffusers 
17% Candles 
Question (6) If the related company has a regular newsletter on tips of 
using essential oils, safety rules, schedules ofworkshops, introduction of 
aromatherapists, aroma tours and other topics related to green living, such as 
vegetarian diets, water filtration etc., how do you want to receive such newsletter? 





10% Do not want to receive the newsletter 
130/0 Go to the web site ofthe company to obtain the information, do not 
need to receive the newsletter 
Question (7) Please rank in order ofimportance the factors that affect 
your decision to purchase aromatherapy products (with "1” being the most 
important and “6” the least important) 
‘‘1,， ‘‘2,’ ‘‘3’， ‘‘4,， ‘‘5，’ ‘‘6’’ 
~~~i^ ~~~i^ ~ ~ i ^ 11 6 3 Product selection 
6 4 9 ~~ i^ 17 _ 2 0 Brand name 
4 3 4 j^ 18 20 Flyers for product introduction and direction ofuse 
~ ~ ^ ~ ~ i ^ 5 3 1 2 All natural ingredients 
_ l _ 6 _ n _ _ ^ � 2 一 10 4 ^ e 
~ ~ n ~ ~ I ? 14 8 10 12 Professionalism of salesperson 
Total Weighting Relative Weighting 
^ 0.47 Product selection 
^ 0.29 Brand name 
Y% 0.25 Flyers for product introduction and direction of use 
4 ^ 0.79 All natural ingredients 
301 0.49Mce 
253 0.41 Professionalism of salesperson 
Total weighting is the sum ofweight. If respondent marked “1”, then weight is “6” 
and so on. Relative weighting is calculated by dividing total weighting with 
maximum weighting which is total no. of response multiplied by maximum weight 6. 
Sex : Male - 35%, Female - 65% 
Marital Status : Single - 40%, Married but no child - 27%, 
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Married and have children — 33% 
Education : Secondary — 38%, Tertiary or professional qualification — 59% 
Age : |2Q and below 1% 
Between 21 and 25 ^ 
Between 26 and 30 19% 
l ^ w e e n 31 and 3 5 ~ " 37% 
Between 36 and 4 0 ~ ~ 19% 
Between 41 and 45 11% 
Between 46 and 50 4% 
51 and above ^ 
Age range from 21 to 50 — 92% 
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World Wide Web 
"Alternative Medicine Online", http://www.hyperion.advanced.org 
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“Frontier Natural Product Co-op，，，http://www.frontiercoop.com 
"AromaWeb — Aromatherapy and Essential Oils information", 
http://www.geocitiesxomy'-aromaweb/ 
"Guide to Aromatherapy”，http://www.fragrant.demon.co.uk/ 
"Aromatherapy Global Online Research Archives (AGORA) Index”， 
http://www.erols.com/sisaksony'pages/agoindex.htm 
"Aroma Vera", http://www.aromavera.com/home.htm 
"Aromatherapy toemet Resources", 
http://www.holisticmed.comy'www/aromatherapy.html 
"Aromatherapy, Michel Vanhove's Litemational Aromatherapy pages", 
http://shell • glo.be/~j eanmidV 
"International Federation of Aromatherapists (IFA) Australia Branch", 
http://www.ifa.org.au/index.htm 
"American Alliance ofAromatherapy", http://205.180.229.2/aaoa/ 
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